The  Grit  Alfred  Spector,  Google’s  research  chief,  predicts  the  future 
of  search  and  explains  what  makes  his  company  tick. 
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A  mandate  for  change 
is  a  mandate  for  smart. 


The  world  is  ready  for  change-that  much  Is  clear. 

For  leaders  of  all  kinds,  this  moment  presents  a  rare 
opportunity.  Our  planet  is  not  just  getting  smaller  and 
flatter.  It  is  also  becoming  smarter. 

That  is,  intelligence  is  being  infused  into  the  way  the 
world  literally  works-into  the  systems,  processes 
and  infrastructure  that  enable  physical  goods  to  be 
developed,  manufactured,  bought  and  sold.  That  allow 
services  to  be  delivered.  That  facilitate  the  movement  of 
everything  from  money  and  oil  to  water  and  electrons. 
And  that  help  billions  of  people  work  and  live.  This  means 
we  actually  have  the  potential  to  change  the  way  the 
world  works. 

That's  good  news,  because  the  systems  by  which  the 
world  works  today  are  increasingly  unsustainable.  They 
may  be  networked,  but  it  turns  out  that  being  connected 

It  isn't  enough  to,  prevent  us  from  wasting  too  much 
energy.  From  spending  too  much  time  in  traffic.  From 
producing  food  too  expensively  and  wasting  toomuch 
of  what  we  produce.  From  missing  too  many  sales 
opportunities  and  disappointing  too  many  customers 
because  of  inefficient  supply  chains.  From  making  too 
many  medical  errors  and  spending  too  much  to  provide 
healthcare  for  too  few.  And  most  obviously  of  late,  from 
failing  to  manage  financial  risk. 

Now,  with  computational  power  being  built  into  things 
we  wouldn't  recognize  as  computers,  any  person, 
object,  process  or  service  and  any  organization,  large 
or  small,  can  become  digitally  aware,  connected  and 
smart.  Consider  the  changes  already  under  way. 


Smart  traffic  systems  are  helping  to  reduce  gridlock 
by  20%,  cutting  pollution  and  increasing  ridership  on 

Smart  food  systems  based  on  RFID  technology 
embedded  into  supply  chains  are  monitoring  the  flow 
of  meat,  poultry  and  other  items -from  the  farm  to 
the  supermarket  shelf. 

Smart  healthcare  systems  are  helping  to  lower  the 
cost  of  therapy  by  as  much  as  90%. 

Police  departments  are  correlating  street-level 
information  from  myriad  observations  and  devices  to 
identify  crime  patterns -helping  prevent  crime  rather 
than  simply  punishing  it. 

The  list  is  long  and  the  transformation  is  just  beginning. 

Its  benefits  will  be  reaped  not  only  by  large  enterprises, 
but  also  by  mid-sized  and  small  companies-the 
engines  of  economic  growth  everywhere -and  by 
individuals  and  communities  around  the  world. 

Imagine  how  a  smarter  planet  will  transform  the  ways 
we  pursue  everything  from  economic  growth  to  societal 
progress  to  environmental  sustainability  to  cures  for 
disease,  as  well  as  the  ways  we  interact  with  each  other 
and  with  the  world. 

The  opportunity  is  before  us,  arid  the  moment  will  not 
last  forever.  The  question  is,  will  we  seize  it?  As  we  look 
to  stimulate  our  economy  and  rebuild  our  infrastructure, 
will  we  simply  repair  what's  broken?  Or  will  we  prepare 
for  a  smarter  future? 

Let's  build  a  smarter  planet.  Join  us  and  see  what  others 
are  thinking  at  lbm.com/change 


Find  this  coverage  at 

mputerworld.com/more 


•  BLOGS:  Read  Mark  Everett  Hall's  thoughts 
on  SaaS  arid  cloud  computing. 

*  POLL:  Are  you  using  SaaS  now  or  planning  to  try  i 
soon?  Take  a  poll  and  tell  us  about  your  experience. 

NETWORK:  Computemorld' sSaaSc"on2009 ’’ 
conference  takes  place  March  31-April  1  in  Santa  ‘ 
Clara.  Calif.  Learn  more  at  www.saascon.com. 
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23  Wrapped 
in  Complexity 

You  might  have  been  expecting 
simplicity  with  SaaS,  but  the 
need  to  exchange  data  between 
various  hosted  applications  can 
create  a  tangled  web.  But  IT 
doesn't  need  to  go  it  alone. 


30  Five  Myths 
About  SaaS 


18  SaaS  Surprises  ing  rang 

In  the  early  days,  software  as  a  service  was  integrati 

confined  to  strictly  cookie-cutter  applications.  "T™ 

But  now  SaaS  subscribers  can  configure  the 
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25  Newfound 


Freedom 


With  NetApp®  at  the  heart  of  your  business,  you  can 

EFFORTLESSLY  HOLD  YOUR  DATA 


at  a  fraction  of  the  cost  and  footprint. 


.  go  further,  faster.  Find  out  how  you  can  use  50%  less  storage,  guaranteed:  at  netapp.com/efficiency. 


I  NetApp 

Go  further,  faster 


Don  Tennant 

No  Safe  Ground 


same  is  true  of  people  who 
work  at  different  types  of 
companies. 

LAST  WEEK,  I  was  trying  to  imagine  what  it  would  be  But  consider  the  it  ex- 
like  to  be  an  employee  at  Sun  Microsystems.  My  entire  we^kwhTa^dth^one5' 
world  would  be  turned  upside  down  by  a  Wall  Street  °fhis  vendors  will  be  los- 
Journal  report  that  IBM  and  Sun  were  in  talks  that  ^1°“'  CT sales  because'it 

could  lead  to  IBM  acquiring  Sun  for  $6.5  billion.  Neither  com-  refused  to  negotiate  with 

,  ,  .  him  on  price  when  his 

pany  would  comment  on  the  story,  and  at  this  writing,  it’s  yet  company  could  choose 
to  be  confirmed.  But  my  world  would  be  upended  nonetheless.  alt,ernativ®  Products  from 


rank  and  file  at  II 
doubt  still  coming  to  grips 
with  the  thousands  of  job 
cuts  that  their  company 
quietly  made  in  January, 
just  as  Sun’s  employees  an 
assuredly  still  grappling 
with  the  news  from  No¬ 
vember  that  5,000  to  6,00< 


shoe  dropped  last 
week,  it  dropped 
on  safe  ground  for 
no  one. 


zens  of  another  country, 
even  when  one  of  those 
countries  is  my  awn.  If 
people  of  one  coflntry  are 


world’s  senior  editor- 
at-large.  You  can  contact 
him  at  don _tennant@ 
computerworld.com,  visit 
his  blog  at  http://blogs. 
computerworld.com/ 
tennant  and  follow  him  on 
Twitter  at  httpV/twitter. 
com/dontennant. 
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RESPONSE  TO: 

Questioning  Why 

March  9, 2009 

Since  the  economy  consists  of  bil¬ 
lions  of  decisions  of  whether  to  buy 
something  now  or  later  or  save  the 
money,  I  certainly  wish  you  luck 
in  figuring  out  how  to  manage  it  so 
there  will  be  no  more  recessions. 

Economists  seem  to  believe  that 
the  federal  spending  to  remedy  the 
recession  is  a)  way  too  much,  b)  in 
the  right  ballpark  or  c)  way  too  lit¬ 
tle.  Does  anyone  really  believe  they 
know  what  they  are  doing? 

If  any  group  out  there  can  figure 
out  how  to  skip  recessions  in  the 
business  cycle,  we  should  elect 
them  to  congress  for  life.  Without 
perfect  rationality,  honor  and  altru¬ 
ism  throughout  the  population,  I 
doubt  it  can  be  achieved. 

r-P-D.  Norman 


RESPONSES  TO: 

Career  Watch 

March  9, 2009 


Most  of  the  best  IT  people  I  have 
worked  with  have  left  the  field  for 
greener  pastures. 

If  this  continues,  the  fairy  tale 
about  a  “tech  labor  shortage”  may 
come  back  to  haunt  the  people  who 
thought  it  up.  I  guess  if  you  repeat 
the  big  lie  often  enough,  not  only  do 
people  believe  it,  you  may  actually 
make  it  true! 


I'm  leaving  IT  and  going  to  get  a 
degree  in  the  medical  field.  My  en¬ 
gineering  and  CS  degrees  got  me  a 
six-year  career  of  long  hours,  low 
pay,  and  constant  worry  about  off¬ 
shoring  and  cheap  labor  visas. 

It’s  kinda  sad  for  me,  as  I  had 
wanted  to  be  an  engineer  all  my 
life.  My  grandfather  (an  engineer) 
would  roll  over  in  his  grave  if  he 
knew  what  America  has  done  to  its 
children  in  the  name  of  cheap  labor. 
I’m  just  glad  I  got  my  student  loans 
paid  off  before  I  was  laid  off. 

■  Submitted  by:  Thomas 
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THE  WEEKS  AHEAD 


work  is  at  the  heart  of  tying 
this  all  together.  We  look  at 
this  as  [Cisco]  bringing  vir- 


11^  i 

second  quarter,  is  currently 
being  tested  by  10  beta  1 

HARDWARE 

New  Blade  Server  Key  to 
Cisco  Data  Center  Plan 

services  firm  Sawis  Inc.  ; 

“The  UCS  works  well,”  ; 

said  Sawis  Chief  Technol-  ! 

ogy  Officer  Bryan  Doerr.  ' 

“We’re  just  to  the  point  of 
stressing  major  features  and  ; 

ISCO  SYSTEMS  INC. 

■  has  unveiled  its  first 
blade  server,  which 
will  serve  as  the  centerpiece 

from  longtime  Cisco  part¬ 
ners  Hewlett-Packard  Co. 
and  IBM,  is  based  on  Intel 
Corp.’s  Nehalem  processor 

functions.”  Sawis  provides  ; 
network  and  data  center 
services  to  4,000  customers  '< 
from  29  data  centers  around  ; 
the  globe.  The  Town  &  ; 

promises  will  make  adding 
virtualization  to  corporate 
data  centers  easier  —  and 
less  expensive. 

The  the  Unified  Comput¬ 
ing  System,  announced  last 

ory  technology  to  support 
applications  with  large  data 
sets.  The  server  will  be  used 
to  manage  and  automate 
the  movement  of  virtual 
machines  and  applications 

Country,  Mo.-based  compa-  | 
ny  isn’t  being  compensated  1 
for  testing  the  Cisco  tech¬ 
nology,  Doerr  said. 

Sawis  is  evaluating  the 

UCS  to  determine  whether 

Intel  Threatens 
To  Pull  Patent 
Plug  on  AMD 


granted  to  rival  Advanced 
Micro  Devices  Inc.  under  a 
patent  cross-licensing  deal, 
claiming  that  AMD's  spin-off 
of  its  chip  manufacturing 
operations  this  month  was  a 
breach  of  the  agreement. 

Intel  contended  that  the 
manufacturing  joint  venture 
with  an  investment  firm 
owned  by  the  Abu  Dhabi 
government  doesn't  qualify 
as  a  subsidiary  of  AMD. 

Harry  Wolin.  AMD's  gen¬ 
eral  counsel,  disputed  that 
claim  and  accused  Intel  of 
"trying  to  create  churn  in  the 
marketplace."  He  also  said 
Intel's  threat  amounts  to  a 
breach  of  the  licensing  deal. 

Mark  Walters,  a  patent 
lawyer  at  Darby  &  Darby  PC. 
said  AMD  may  be  exploiting 
a  loophole  by  calling  the 
spin-off  a  subsidiary.  But 
he  nor  analysts  ex¬ 
pect  the  dispute  to  hamper 
production  of  AMD  chips. 

ERIC  LAI 
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Visa  Slaps  Payment  Firms 
On  Breaches,  Defends  PCI 


Kundra  Back  as  Federal 
CIO  After  Short  Leave 


PRESIDENT  OBAMA  let  Vtvek 
Kundra  return  to  his  new  job 
as  federal  CM  last  Tuesday, 
five  days  after  Kundra  took  a 


mar  subordinate  in  the  District 
of  Columbian  department. 
The  White  House  reinstated 


that  he  wasn't  suspected 

Kundra  has  been  informed  that  ; 
he  is  neither  a  subject  nor  a  tar-  ' 
pet  of  the  investigation,"  White  j 
House  spokesman  Nick  Shapiro  ! 


chief  technology  officer 
before  being  tapped  by 
Obama  to  be  the  federal 
government's  first  offi¬ 
cial  CIO.  He  had  been  on 
that  job  for  only  a  week 
when  the  acting  chief 


chase  orders  for  more  licenses 
than  were  actually  delivered. 

Yusuf  Acar,  the  IT  staffer 
charged  in  the  case,  is  being 
held  without  bail.  He  asked  to 
be  released  at  a  court  hearing 
last  week,  but  a  federal  judge 
ordered  him  to  remain  in  custo¬ 
dy,  siding  with  prosecutors  who 
contended  that  Acar  might  try 
to  flee  the  country.  The  judge 
also  said  that  the  evidence  un¬ 
derpinning  the  bribery  charges 
is  “overwhelming." 

-PATRICK  THIBODEAU 


iPhone  3.0  Lures  Business 
Users,  but  They  Want  More 

Though  apple  incys  j  managers.  However,  others 
new  iPhone  3.0  soft-  said  the  updated  software 

ware  doesn’t  meet  all  still  lacks  kev  features. 


/  ONTHfe  OTHER  flAMP,  wfc 
Ptopte  WHO  CW  ERASE 
\  our  •  1 


I  new  iPhone  3.0  soft¬ 
ware  doesn’t  meet  all 
le  needs  of  businesses, 
'me  users  said  it  should 
take  the  mobile  device 


somewhat  more  attractive  to  the  ability  tc 


managers.  However,  others 
said  the  updated  software 
still  lacks  key  features. 

Ken  Dulaney,  an  analyst  at 
Gartner  Inc.,  pointed  out  that 
the  updated  software  lacks 


For  example,  Jorge  Mata, 
CIO  for  the  Los  Angeles 
Community  College  Dis¬ 
trict,  said  the  ability  to 
tether  Windows  laptops  to 
the  Apple  device  could  im- 


applications  at  once,  a  key 
requirement  for  corporate 
users.  "It  desperately  needed 
background  processing,”  he 
said.  “You  can’t  do  security 
effectively  without  it.” 

Dulaney  noted  that  se¬ 
curity  programs  must  run 


is  operation  independently  of  the  appli- 


Microsoft  Corp.  released 
Internet  Explorer  8.  making 
the  new  browser  available 
for  downloading  on  its  Web 
site.  It  didn’t  say  when  auto¬ 
matic  updates  will  begin. 
Sun  Microsystems  Inc.  an¬ 
nounced  cloud-based  com¬ 
puting  and  storage  services, 
due  to  go  live  in  the ! 


named  Eric  Schmidt,  then 
chief  technology  officer  at 
Sun.  its  chairman  and  CEO. 
Schmidt,  who  called  that 
job  "the  opportunity  of  a 
lifetime,"  left  in  2001  and 
became  Google  Inc.’s  CEO. 
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Outcome  Is 
Uncertain 
For  IBM,  Sun 
-And  Users 


what  serves  IBM,"  Haff  sai< 
Such  leanings  are  even 
more  pronounced  in  the 
database  market,  according 
to  Haff.  Buying  Sun  would 
give  IBM  MySQL,  the  open 
source  database  that  Sun 
itself  acquired  last  year. 
But,  Haff  said.  “IBM  doesn’ 


They  push  DB2." 

The  two  server  rivals  are  ,h“khZlS!StSh' 
reportedly  in  acquisition  talks.  JETESSSSS. 
A  deal  may  be  good  for  them,  and  MySQL  -  the  utter  0f 

but  it  raises  questions  for  Sun  Yahoo  and  a  host  of  Web  2.< 

shops.  By  Patrick  Thibodeau 


ware  technologies  like  Java 
and  MySQL  —  the  latter  of 
which  is  used  by  Google, 
Yahoo  and  a  host  of  Web  2.0 
companies  —  than  it  is  in 


,  N  ACQUISITION  of  that  IBM  would  favor  its  like  IBM.  Market  research 

L  Sun  Microsystems  own  software  products  at  firm  IDC  says  Sun  sold 

I  Inc.  by  IBM  might  the  expense  of  Sun's.  nearly  $1.3  billion  worth  of 

A  have  its  good  points,  There’s  also  the  issue  servers  in  last  year’s  fourth 


built  around  its  Power  proc¬ 
essors  and  AIX  software 
that  compete  directly  with 
the  Sun  machines.  Whether 
IBM  would  want  to  main¬ 
tain  Sun’s  x86-based  sys¬ 
tems  in  addition  to  its  own 
is  another  open  question. 

IBM  could  shut  down  or 
try  to  sell  off  Sun’s  Sparc 


Grim,  a  longtime  Sun 
user,  has  been  adding  more 
Sparc  systems  to  run  the 
university’s  PeopleSoft  ap¬ 
plications.  He  foresees  a 
long-term  shift  away  from 
that  technology,  but  he  said 
Sun’s  x86-based  hardware 
is  an  appealing  platform 
for  Solaris.  “We  like  the  de¬ 
signs,  and  we  like  the  price," 
Grim  said,  adding  that  Sun's 
offerings  tend  to  be  signifi¬ 
cantly  less  expensive  than 
rival  x86-based  systems 


I 


“Autonomy  won  the 
enterprise  search  wars" 


'A; 

Autonomy  ** 


www.autonomy.com 


SOFTWARE 

Mounting  corporate  layoffs 
are  causing  unused  PCs  and 
software  licenses  to  pile  up. 

.  By  Lucas  Mearian  . 
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Continued  from  page  12 
between  December  2008  and 
February  2009  show  that 
more  than  one  in  five  busi¬ 
nesses  that  audited  their  soft¬ 
ware  over  the  past  year  are 
paying  for  at  least  some  un¬ 
used  software,  or  shelfware. 

At  the  same  time,  the  For¬ 
rester  survey  of 776  U.S.,  Eu¬ 
ropean  and  Asian  companies 
found  that  only  35%  of  the  re¬ 
spondents  were  using  a  third- 
party  firm  to  audit  software 
licenses,  so  the  percentage  of 
companies  with  unused  soft¬ 
ware  is  likely  even  higher. 

O'Neill  said  that  the  sur¬ 
vey  also  found  that,  on  aver¬ 
age,  15%  of  corporate  soft¬ 
ware  maintenance  payments 
are  for  licensed  shelfware. 

“At  the  end  of  the  day,  I'd 
say  almost  every  company . . . 
[has]  shelfware,”  said  O’Neill, 
who  is  based  in  Germany. 
“I’ve  seen  it  in  Europe  even 
more  dramatically.  Many 
companies  have  no  compre¬ 
hensive,  well-documented 
end-of-life  program  for 
hardware  and  software." 

He  called  the  lack  of  such 
programs  “a  business  over¬ 
sight  now  coming  to  light  as 
the  recession  deepens.” 

Seattle  Lighting,  which 
has  retail  stores  in  nine  lo¬ 
cations  in  the  Pacific  North¬ 
west,  has  just  begun  to  look 
at  how  it  will  implement  an 
end-of-life  policy  for  hard¬ 
ware,  according  to  Beemer. 

Most  of  the  company’s  sen¬ 
sitive  data  resides  on  central¬ 
ized  servers,  and  for  hard- 


SOFTWARE  OPTIONS 

O’Neill  suggested  that  com¬ 
panies  may  have  an  easier 
time  solving  the  software 
licensing  problem,  because 
vendors  that  would  never 
have  considered  renegotiat¬ 
ing  a  software  contract  two 
years  ago  have  softened  and 


are  now  likely  to  rework 
deals  to  keep  customers. 

“This  year  especially, 
[software  vendors]  are 
highly  dependent  on  main¬ 
tenance  . . .  and  that’s  depen¬ 
dent  on  the  relationship  with 
customers,"  he  said.  “Even 
Microsoft  these  days  prob¬ 
ably  doesn’t  feel  that  safe.” 

Beemer  said  that  hundreds 
of  Seattle  Lighting's  software 
licenses  have  been  orphaned 
because  of  the  layoffs  there. 

“We're  aggressively  asking 
our  vendors  for  renegotia¬ 
tions,”  he  said.  “In  some  cas¬ 
es  they  do,  but  others  won’t. 
That  goes  across  the  board 
for  the  enterprise  in  general, 
including  lease  negotiations.” 

Simson  Garfinkel,  an 
associate  computer  sci¬ 


10  cc 


toRec- 


lamere  still  < 
drives  that  were  supposed 
to  have  been  removed. 

The  poor  economy  has 
proved  to  be  a  boon  to  Rec- 
lamere's  business,  Keating 
noted.  “Trucks  are  booked. 
Schedules  are  tight,"  she  said. 

A  SENSITIVE  ISSUE 

The  increase  in  the  number 
of  drives  with  sensitive  data 
that  Reclamere  is  receiving 
could  be  traced  to  workforce 
cuts  at  customer  companies. 
Often,  such  cutbacks  include 
the  people  who  had  been 
responsible  for  making  sure 
that  systems  were  ready  for 
recycling. 


things  in  place  to  ensure 
that  data  is  properly  de¬ 
stroyed:  a  thoroughly  docu¬ 
mented  process,  a  strong 
quality-control  program, 
and  solid  follow-up  docu¬ 
mentation  about  what  was 
done  to  orphaned  equip¬ 
ment  and  who  did  it. 

“If  you  have,  say,  500  ma¬ 
chines  —  and  that’s  a  small 
number  —  coming  out  of 
service,  and  you’ve  got  them 
stacked  up,  how  do  you 
know  which  ones  have  been 
processed  and  which  haven’t 
if  you  don't  have  a  quality 
control  program?”  she  said. 

Garfinkel  agreed  that  an 
end-of-life  program  must 
include  strong  documenta¬ 
tion  policies.  He  asserted  that 
dealing  with  orphaned  hard- 


M  We’re  aggressively  asking 

our  vendors  for  renegotiations. 
In  some  cases  they  do,  but  others 
won’t.  That  goes  across  the  board 
for  the  enterprise  in  general, 
including  lease  negotiations. 

PAT  BEEMER.  IT  DIRECTOR.  SEATTLE  LIGHTING  FIXTURE  CO. 


ence  professor  at  the  Naval 
Postgraduate  School  in 
Monterey,  Calif.,  suggested 
that  a  long-term  solution  to 
the  licensing  issue  would  be 
to  start  migrating  to  open- 
source  software.  Open- 
source  software  would  “ren¬ 
der  this  issue  moot,”  he  said. 

One  option  for  orphaned 
hardware  is  to  ship  it  to  com¬ 
puter  recycling  companies, 
though  experts  caution  that 
that  path  could  lead  to  some 
unforeseen  security  risks. 

For  example,  Angie 
Keating,  vice  president  of 
compliance  and  security  at 
Reclamere  Inc.,  a  Tyrone, 
Pa.-based  IT  asset  manage¬ 
ment  company,  noted  that 
customers  are  increasingly 
sending  Reclamere  hard 
disk  drives  that  hold  sensi- 


Keating  added  that  the 
economic  climate  is  probably 
making  sensitive  data  from 
struggling  and  failed  compa¬ 
nies  readily  available  in  a  va¬ 
riety  of  ways.  “In  some  cases, 
those  companies  have  gone 
bankrupt;  the  data  is  literally 
just  sitting  out  there,  prob¬ 
ably  sitting  on  eBay,”  Keating 
said.  “It  is  very  frightening 
to  me  as  a  consumer,  a  mom, 
a  health  care  patient.  Every¬ 
body's  data  is  out  there.” 

Kessler  International,  a 
New  York-based  computer 
forensics  company,  reported 
last  month  that  40%  of  the 
hard  disk  drives  it  recently 
bought  in  bulk  orders  on  eBay 
Inc.’s  online  auction  site  con¬ 
tained  sensitive  information. 

Keating  recommended 
that  companies  have  three 


sive  or  complex  technologies. 

“A  lot  of  people  say  that  it’s 
technically  difficult  or  even 
impossible  to  overwrite  the 
contents  of  a  hard  drive.”  Gar¬ 
finkel  said.  “This  is  not  true.” 

He  said  that  open-source 
software,  such  as  Darik’s 
Boot  and  Nuke,  or  DBAN, 
“does  a  great  job."  Once  the 
data  is  overwritten  using 
such  tools,  Garfinkel  said, 
companies  should  “track 
which  drives  you  have  erased 
and  which  you  have  noL” 

He  added  that  an  easier 
option  is  “to  just  punch  a  hole 
through  each  hard  drive.” 

Laura  DeBois,  an  analyst 
at  IDC,  said  other  options 
include  encrypting  a  drive 
and  throwing  away  the 
encryption  key,  or  electroni¬ 
cally  “shredding"  data  by 
overwriting  it  using  hard- 
drive-wiping  software  that’s 
been  approved  by  the  U.S. 
Department  of  Defense  or 
the  National  Institute  of 
Standards  and  Technology. 

Another  option  is  to  sim¬ 
ply  keep  the  hardware  in 
a  secure  warehouse  until 
better  economic  times  roll 
around,  DeBois  added.  ■ 
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■  THE  GRILL 

Alfred  Spector 

Google’s  VP  of  research  talks 
about  where  search  is  headed, 
what  difference  it  will  make  and 


what  makes  his  company  tick. 


MARCH 


COMPUTERWORLD 


■  THE  GRILL  ALFRED  SPECTOR 


"pet.”  The  database  would 
enable  much  better  search 
and  better  language  transla¬ 
tion  because  there'd  be  a 
better  understanding  of  the 
meaning  of  the  words. 

We  believe  it  may  be  pos¬ 
sible  to  build  up  these  huge 
sets  of  concepts  and  the 


What’s  Google's  computer  infrastructure 
like?  Google  uses  what  is  now  termed 
“cloud  computing.”  We  have  numer¬ 
ous  clusters,  each  containing  large 
numbers  of  computers.  The  clusters 
run  a  distributed  computing  infra- 


’  With  all 

I  the  data 
on  the  Web, 
shouldn’t  we  be  able 
to  take  that  informa¬ 
tion  and  create  a 
database  of  concepts 
-  or  entities  -  and 
the  relationships 
between  them? 


consider  the  “is  a”  relationship.  A  dog 
is  a  pet;  a  son  is  a  boy,  for  example.  But 
AI  often  thought  these  relationships 
had  to  be  taught  to  a  system  by  ex¬ 
perts.  But  the  question  we  have  is,  can 
we  learn  all  these  things  from  a  huge 


>u  could  gain  two  benefits: 
ore-focused  results  and 
obably  also  results  that 
Duldn’t  otherwise  be  found. 


ling  in  search  technology? 

increasingly  are  interest¬ 
ed  in  returning  not  just  Web  pages,  but 
multiple  forms  of  information:  images, 
books,  blog  entries,  videos,  tables, 
fax,  etc.  With  this  type  of  “universal 
search,”  for  example,  a  picture  might 
be  the  best  thing  to  return.  But  it  could 
be  a  table,  an  audio  file,  etc. 

We  are  also  interested  in  allowing 
new  types  of  input.  Perhaps,  rather 
than  a  text  string,  a  query  could  be 
made  by  referring  to  an  image  one  has 
already  found.  This  requires  solving 
complex  image-recognition  problems. 


Can  search  do  a  better  job  of  tailoring 
results  to  individual  users?  It’s  clearly 
an  interesting  goal  for  a  system  to  take 
into  account  our  interests,  what  we  al¬ 
ready  know  and,  perhaps,  even  how  we 
individually  learn.  We  experiment  and 
think  about  those  questions  a  lot.  But  it 
can  be  tricky.  For  example,  if  I’m  doing 
a  medical  query,  should  it  be  biased 
[toward]  what  I  might  be  worried 
about  as  a  middle-aged  male,  or  might 


computer.  All  the  computers  are  then 
tied  together  with  high-performance 
networking  and  distributed  comput¬ 
ing  software.  For  example,  we  have 
built  and  deployed  a  global  file  system 
called  the  Google  File  System  that  pro¬ 
vides  scalable,  fault-tolerant  storage; 
a  record-oriented  data  storage  system 
for  tabular  data  called  BigTable;  and 
a  computational  programming  model 
called  MapReduce  that  allows  our 
batch  jobs  to  use  the  inherent  parallel¬ 
ism  in  our  clusters. 

[As  for]  the  exact  number  of  ma¬ 
chines,  locations  and  clusters  we  have, 
suffice  it  to  say  that  we  have  so  many 
individual  elements  in  our  fabric  that 
an  enormous  amount  of  attention  is 
paid  to  fault  tolerance,  because  with  so 
many  elements  operating,  there  are  ex¬ 
ceedingly  frequent  component  failures. 


Could  other  companies  emulate  that  kind 
of  architecture?  First,  there  really  are 
economies  of  scale  in  running  systems 
that  can  support  many  services  on  a 
common  fabric.  Second,  relating  to  the 
services  model  we  espouse,  there  are 
great  simplifications  to  releasing  soft¬ 
ware  as  a  Web-based  service,  because 
services  don’t  have  to  be  tested  and  de¬ 
ployed  on  a  large  number  of  different 
Instead,  soft- 


Ira  Winkler 

Welcome  to  the 
Real  World,  Rod 

WHEN  ROD  BECKSTROM  decided  earlier 
this  month  to  step  down  as  director  of  the 
National  Cybersecurity  Center,  it  was  the 
best  decision  of  his  tenure.  Unfortunately,  it 
can’t  begin  to  make  up  for  his  worst  decision  regarding  Jhe 
NCSC  over  the  past  year:  taking  the  job  in  the  first  place. 

Upon  his  appointment  i  Now  reality  has  set  in.  i  spying  makes  its  involve- 


\ 
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At  recent  congressional 
hearings  on  cybersecurity, 
experts  criticized  the  DHS 
for  being  unable  to  attract 
and  retain  good  talent.  As¬ 
suming  these  experts  are 
correct,  how  did  Beckstrom 
think  he  could  acquire  the 
talent  necessary  to  replace 
the  NSA  if  it  were  removed 
from  the  NCSC? 

When  thinking  about 
Beckstrom,  though,  I  keep 
returning  to  his  original 
misstep  of  taking  on  the 


SaaS 


^This  fast-evolving 
on-demand  software  model 
I  has  made  some  changes. 

“  (One  revelation: 

It’s  not  as  rigid  as  it 
used  to  be.) 

By  Mark  Everett  Hall 


IT’S  A  CASE  where  perception  doesn’t  match 
reality.  The  phenomenal  success  of  NetSuite  Inc. 
and  Salesforce.com  Inc.,  two  high-profile  public 
companies  with  Silicon  Valley  roots  that  offer 
CRM  suites,  has  given  software-as-a-service 
technology  the  image  of  a  one-trick  pony  —  merely 
a  tool  for  marketers  and  sales  teams.  But  scratch  the 


surface,  and  you’ll  see  that  SaaS  is  becoming  a  strategic  | s,aff  and  ,he  data  warehous« tools- 

.  ,  e  i  i  ,,  .  ,  . . , . ,  ,  i  Phis,  it  would  have  taken  three  months 

tool  for  users  large  and  small  with  an  array  of  IT  needs.  :  or  so  to  get  it  done.” 


It  only  took  four  weeks  to  deploy  Sky- 


~imr 


ISaaS 


The  Limits  of  SaaS 

Software  as  a  service  is  an  excellent  company,  and  sourcing  should  not  be 

option  for  IT  and  business  units  to  the  first  criteria.” 

pursue.  But  there  are  times  when  the  John  Strother,  director  of  merchan- 


offering  for  at  least  three  to  five  years 
and  compare  them  with  the  projected 
investment  in  a  packaged  applica¬ 
tion  for  the  same  period,  including 
depreciation  on  capital  expenses.  It's 
important  to  look  at  SaaS's  long-term 
budget  ramifications,  even  in  these 
glum  economic  times,  when  short¬ 
term  thinking  can  be  tempting. 

“SaaS  is  Just  a  sourcing  decision.” 
says  Harr,  a  strong  advocate  of  the 
SaaS  model.  “At  the  end  of  the  day,  a 
CIO  is  trying  to  bring  capability  to  the 


quickly,”  Strother  says. 

At  first,  12  people  in  his  department 

ployees  throughout  the  company  depend 
on  it.  REI  likely  will  expand  PivotLink 
into  its  supply  chain  group  by  2010. 

IT’S  QUALITY  SOFTWARE 

Doug  Harr,  CIO  at  Ingres  Corp.  in  Red¬ 
wood  City,  Calif.,  explains  that  when 
it  comes  to  software,  the  traditional 
choice  for  IT  is  “build  or  buy.”  For  him, 
the  choice  is  now  “build  with  open 

Harr  acknowledges  that  he’s  on  the 
bleeding  edge  when  it  comes  to  appli- 

he  had  a  greenfield  opportunity  when 
Ingres  was  spun  out  of  CA  Inc.  in  No- 


because  many  of  the  deals  are  struck 
by  business  units  with  no  IT  vendor 

He  says  IT  managers  need  to  work 
with  business  units  to  ensure  that 
data  handled  by  on-demand  provid¬ 
ers  is  secure  and  that  application 
availability  will  meet  end  users' 
needs.  Pring  says  there's  plenty  of 
competition  in  the  SaaS  market, 
and  IT  departments  can  help  their 
companies  get  the  best  deals. 

-  MARK  EVERETT  HAIL 


and  an  empty  room  for  a  data  center. 

Nonetheless,  it’s  radical  even  these 
days  for  a  CIO  to  eschew  packaged 
applications  in  favor  of  a  full  SaaS  and 
open-source  environment.  But  Harr 
contends  that  it's  not  about  ideology 
or  parsimoniousness;  it's  about  better 
software. 

“It's  not  just  more  cost-effective  to  go 
with  open  source  and  software  as  a  ser- 


Ingres  has  three  SaaS  anchors  — 
Salesforce.com’s  CRM  offering,  finan¬ 
cial  and  accounting  tools  from  Intacct 
Corp.,  and  Automatic  Data  Processing 

dition,  SaaS  point  applications,  such  as 
a  sales  compensation  tool  from  Xactly 
Corp.  and  a  contract  management  tool 
Continued  on  page  22 
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The  Limits  of  SaaS 


2  Human  resources  management 

3  Collaboration 

4  Travel  expense  management 

5  Sales  incentive  management 


Software  as  a  service  is  an  excellent 
option  for  IT  and  business  units  to 
pursue.  But  there  are  times  when  the 
on-demand  approach  falls  short. 

One  of  the  primary  reasons  that  us¬ 
ers  cite  for  adopting  the  SaaS  model 
is  cost.  “Cost  management  is  a  given 
as  part  of  the  CIO's  role,”  says  Doug 
Harr.  CIO  at  Ingres.  ‘And  SaaS  is 


example,  if  acquiring  a  packaged  ap¬ 
plication  wouldn't  require  hiring  full- 

subscription-based  software  service 
might  not  make  long-term  sense. 
Gartner  advises  users  to  estimate 
ongoing  operational  costs  of  a  SaaS 
offering  for  at  least  three  to  five  years 
and  compare  them  with  the  projected 
investment  in  a  packaged  applica¬ 
tion  for  the  same  period,  including 
depreciation  on  capital  expenses.  H's 
important  to  look  at  SaaS's  long-term 
budget  ramifications,  even  in  these 
glum  economic  times,  when  short¬ 
term  thinking  can  be  tempting. 

“SaaS  is  just  a  sourcing  decision.’ 
says  Harr,  a  strong  advocate  of  the 
SaaS  model.  “At  the  end  of  the  day.  a 
CIO  is  trying  to  bring  capability  to  the 


company,  and  sourcing  should  not  be 
the  first  criteria." 

John  Strother,  director  of  merchan¬ 
dising  at  REI,  agrees.  While  acknowl¬ 
edging  that  the  recreational  equip- 


you  need  for  your  core  business  that 
are  [too  risky]  to  put  outside  the 
company." 

A  good  rule  of  thumb,  says  Strother, 
is  that  it's  OK  to  use  SaaS  if  a  service 

the  product  to  a  customer."  Other¬ 
wise.  keep  the  software  in-house. 

Gartner  analyst  Ben  Pring  warns 
that  three-fourths  of  SaaS  deals  have 
no  service-level  agreements.  That's 
because  many  of  the  deals  are  struck 
by  business  units  with  no  IT  vendor 

He  says  IT  managers  need  to  work 
with  business  units  to  ensure  that 
data  handled  by  on-demand  provid¬ 
ers  is  secure  and  that  application 
availability  will  meet  end  users’ 
needs.  Pring  says  there’s  plenty  of 
competition  in  the  SaaS  market, 
and  IT  departments  can  help  their 
companies  get  the  best  deals. 

-  MARK  EVERETT  HALL 


1  Integration  with  existing  d 

2  Potential  security  risks 

3  Offline  connectivity 


quickly,”  Strother  says. 

At  first,  12  people  in  his  department 
used  Pivot  Link;  now  more  than  200  em¬ 
ployees  throughout  the  company  depend 
on  it.  REI  likely  will  expand  PivotLink 
into  its  supply  chain  group  by  2010. 

IT’S  QUALITY  SOFTWARE 


Microsoft 


Your  data  warehouse  has  never 
housed  anything  like  this. 


SQLServerEr 


?rgy,com 


SQLServer 


SaaS 


From  Outsourcer  to  SaaS  Provider 

Sometimes  H  takes  fresh  eyes  to  see  now 

Ops  Inc.  In  Santa  Clara.  Calif.,  was  founded 
in  2001  as  a  call  canter  outsourcar.  To  be 
competitive  with  In-house  call  centers. 
UveOps  developed  Its  software  as  a  Web- 
based  application  on  Linux.  The  application 
stack  was  designed  to  manage  multiple 
customer  campaigns  simultaneously  among 
tens  of  thousands  of  operators. 

Azita  Martin,  vice  president  of  marketing, 
says  that  because  it  was  LtveOps' own  sys¬ 
tem.  It  was  designed  to  defiver  a  high  level  of 
uptime.  The  company  charges  users  by  the 
minute,  so  any  downtime  would  lead  to  lost 

UveOps'  system  has  a  classic  multi- 
tenant.  high-availability  SaaS  architecture. 

Continued  from  page  20 
from  Aptus,  are  incorporated  into  the 
environment  via  an  integration  plat¬ 
form  from  Boomi  Inc.,  another  SaaS 

In  2006.  new  CEO  Maynard  Webb  saw  an 
opportunity,  and  UveOps  began  offering  its 
tool  as  an  on-demand  application. 

Matt  Wise,  senior  director  of  exter¬ 
nal  customers  at  West  Marine  Corp..  a 

S630  million  boat  services  company  in 
Watsonville.  Calif.,  says  his  company  in 
January  dropped  plans  to  upgrade  the  PBX 
phone  system  and  call  center  equipment  in 
its  Largo,  Fla.,  facility,  choosing  instead  to 
subscribe  to  the  UveOps  service. 

He  says  the  cost  of  maintaining  a  dedi¬ 
cated  facility  contributed  to  the  decision. 

But  West  Marine  chose  to  use  UveOps 

SaaS  Instead  of  outsourcing  for  a  couple 
of  reasons.  First,  Wise  says,  there  are 
more  than  47,000  parts  in  Its  catalog 
of  recreational  and  commercial  boating 

two  contracts"  with  major  computer 
vendors,  who  pay  the  company  to  recy¬ 
cle  hardware  in  Kentucky  but  can  track 
progress  in  real  time  over  the  Web  with 

products,  and  existing  staffers  have  a  deep 
knowledge  of  those  products  that  would  be 
difficult  to  impart  to  outsiders. 

Also,  in  lean  economic  times  there  will  be 
less  work  for  employees  in  West  Marine's 

300  retail  stores  because  there  will  be 
fewer  shoppers.  However,  since  UveOps  Is 
a  Web-based  app  that  product-sawy  work¬ 
ers  can  access  from  home,  the  company 
can  expand  its  telemarketing  campaigns 
and  allow  some  employees  to  work  as  at- 

°Without  SaaS.  Wise  says.  West  Marine 
might  have  been  forced  to  choose  between 
reducing  staff  to  support  a  new  call  center 
facility  or  outsourcing  the  operation  to 
workers  with  far  less  know-how. 

-  MARK  EVERETT  HALL 

ing  software  from  Silverpop  Systems 

Inc.  in  Atlanta  and  data-cleansing  tools 
from  Stalworth  Inc.  in  San  Mateo, 

Calif.  And  Davenport  says  Bosley  is 

SaaS 


2  Take  time  to  fully  understand 
•  business  process  requirements 
before  starting  integration  work. 

3  Hire  an  information  architect 
•  with  a  deep  understanding  of 
the  business  process  requirements 
as  well  as  the  technology  issues. 


IT  WAS  ALMOST  too  much  of  a 
good  thing.  When  Hines  Inter¬ 
ests  Ltd.  launched  its  real  estate 
investment  trust  business.  Hines 
Real  Estate  Securities  Inc.,  as  a 
complement  to  its.real  estate  develop¬ 
ment  business,  it  built  the  IT  infrastruc¬ 
ture  around  a  bevy  of  SaaS  products. 
But  the  need  to  exchange  data  between 
various  hosted  applications  —  transac¬ 
tion  processing,  CRM,  literature- 
fulfillment,  and  expense  and  vendor 
payment  systems  —  created  a  tangled 
web  of  integrations  linking  SaaS  to  SaaS 
and  SaaS  to  on-premises  applications. 

It’s  the  SaaS  twistt  Add  too  many  ap¬ 
plications,  and  you  might  to.fi nd  your¬ 
self  back  in  the  bad  old  days,  when  the 


infrastructure  wouldn't  talk  to  one  an¬ 
other.  “When  you’re  heavily  reliant  on 
SaaS,  you're  putting  yourself  in  the  po¬ 
sition  of  siloed  data  once  again,”  says 
Benny  Lasiter,  business  systems  archi¬ 
tect  at  Hines  Real  Estate  Securities. 

At  least  Lasiter  had  a  plan.  In  many 
organizations,  SaaS  offerings  sneak  in 
through  the  departments  within  indi¬ 
vidual  business  units,  often  without 
the  knowledge  of  IT.  Rogue  projects 
have  become  “the  profile  of  SaaS"  in 
the  enterprise,  says  Ron  Papas,  senior 
vice  president  and  general  manager  of 
Informatica  Corp.'s  on-demand  group. 

Later,  as  those  applications  multiply 
and  grow,  problems  arise.  “You  do  it 
once,  twice,  and  five  times  later,  you 
have  these  disparate  solutions  coming 
into  the  IT  infrastructure.  There’s  no 
strategy,  no  consistency,  and  there’s  a 
problem,”  says  Benoit  Lheureux,  an  an¬ 
alyst  at  Gartner  Inc.  “Most  companies 
don't  even  know  that  they  should  have  a 


One-off 
integrations 
lead  to  trouble 
as  SaaS  use 
multiplies. 
But  IT  will  get 
help  this  time. 


Wrapped  in 

Complexity 


tangles,  they're  developing  fresh  integra¬ 
tion  strategies  and  getting  help  from 
new  tools  and  integration  specialists. 

KEY  STRATEGIST  REQUIRED 

“It  is  essential  to  have  a  central  architect 
with  an  overall  picture  of  the  data,  some¬ 
one  who  understands  the  business  side 
of  things  and  the  technical  implemen¬ 
tation  of  that,”  says  Lasiter.  Otherwise, 


central  system.  “All  of  a  sudden,  the 
performance  of  the  finance  applica¬ 
tion  is  crawling  because  you  have  all  of 
these  things  connecting  to  it,”  says  Rick 
Nucci,  chief  technology  officer  at  Boomi 
Inc.,  an  integration  tool  vendor  in  Ber¬ 
wyn.  Pa.  “It’s  like  the  old  EAI  days.  You 
end  up  with  this  spaghetti  code  effect.” 

The  flexibility  of  SaaS  and  the  ability 
to  change  vendors  quickly  also  present 


Three  Ways 
Integrations  Can 


Things  can  go  wrong  even  after  SaaS  applica¬ 
tions  are  integrated  with  the  rest  of  your  infra¬ 
structure.  Pervasive  Software  says  these  are 
three  of  the  most  common  challenges: 


2.  "Improvements"  to  the  SaaS  vendor's  API: 

SaaS  vendors  may  revise  application  program¬ 
ming  interfaces  several  times  per  year,  and  that 
can  cause  problems  with  customized  integra¬ 
tion  work.  Example:  Outbound  messaging  is 
a  mechanism  that  notifies  another  application 
that  a  change  to  the  data  has  occurred  and  that 
an  update  may  be  needed  on  the  other  end. 
"For  various  reasons.  SaaS  vendors  have  had  to 
change  how  that  signal  appears  to  the  outside 
world,”  says  David  Inbar.  director  of  marketing 
hangesthat 
till  require 


transactions.  "Where  that  may  fall  down  is  if 
we  change  the  behavior  of  the  API  calls.  If  it 
behaves  differently,  the  customer’s  integration 
code  may  not  know  what  to  do.”  says  Ariel  Kel- 
man,  senior  director  of  product  marketing  at 
Salesforce.com.  To  avoid  such  problems,  the 
company  keeps  old  API  versions  online. 

3.  Self-inflicted  wounds:  You  make  changes 
to  your  business  processes  that  break  the  sys¬ 
tem.  Example:  You  build  a  system  for  purchase 


T 


SaaS 


from  Pervasive  to  create  the  integration 
links.  "We  built  an  insulating  layer  of 
integrations  that  allow  us  to  maintain  a 
central  hub  of  data  for  reporting  purpos¬ 
es."  he  says.  And  the  design  allows  Hines 
to  switch  SaaS  vendors  fairly  easily. 

“We  didn’t  try  to  do  it  all  at  once,”  he 
says.  Instead,  Hines  added  the  integra¬ 
tions  one  by  one  over  two  and  a  half 


popular  among  other  companies  to  use 
integration-as-a-service  (IAS)  offer¬ 
ings  from  vendors  such  as  Boomi  and 
Informatica.  These  provide  a  common 
integration  hub  for  all  SaaS-to-SaaS 
and  SaaS-to-on-premises  integrations. 

“The  main  reason  to  go  with  hosted 
integration  tools  is  rapid  development,” 
says  Papas.  While  on-premises  soft¬ 
ware  tends  to  be  upgraded  every  12  to 


says  Annrai  O’Toole,  vice  president  of 
integration  at  Workday  Inc.,  a  provider 
of  hosted  applications  in  Pleasanton, 
Calif.  Nonetheless,  a  typical  inte¬ 
gration  project  involving  Workday 
systems,  including  the  migration  and 
cleaning  of  data,  specification  of  busi¬ 
ness  processes,  and  systems  configura- 


ThreeWays 
Integrations  Can 
Get  Tangled  Up 

Things  can  go  wrong  even  after  SaaS  applica- 
tions  are  integrated  with  tlw  rest  of  your  infra¬ 
structure.  Pervasive  Software  says  these  are 


transactions.  “Where  that  may  fall  down  is  if 
we  change  the  behavior  of  the  API  calls.  If  it 
behaves  differently,  the  customer's  integration 
code  may  not  know  what  to  do,"  says  Ariel  Kai- 

Salesforce.com.  To  avoid  such  problems,  the 
company  keeps  old  API  versions  online. 

3.  Self-inflicted  wounds:  You  make  changes 


to  use.  Example:  The  vendor  offers  mote  gran-  altering  your  Integration  process  or  mapping, 
uiar  reporting,  but  the  process  flows  you've  Salesforca.com  Inc.  strives  to  ensure  that 

bult  need  to  change  to  take  advantage  of  that  I  updates  don't  break  the  way  its  API  processes 


SaaS 


Newfound 

about  losing  the  ability  to  customize 
applications,  control  upgrades  and 
execute  changes  are  finding  out  that 
control  isn’t  all  it's  cracked  up  to  be. 

Here’s  a  look  at  how  some  IT  execu¬ 
tives  resolved  their  own  software 

Freedom 

CUSTOMIZE  VS.  CONFIGURE 

Today’s  SaaS  offerings  allow  more  con¬ 
figuration  choices,  frequent  upgrades 
and  more  end-user  collaboration  than 
their  predecessors  did. 

“You're  getting  a  lot  more  innova¬ 

How  breaking  free  from  applications 

tion,"  says  Ray  Wang,  an  analyst  at  For¬ 
rester  Research  Inc.  “The  products  are 

work  is  helping  these  IT  execs  tap  into 
innovation.  By  Stacy  Collett 

people  have  in  their  own  applications. 

You  can  change  fields,  rename  things, 
and  move  attributes  and  workflows.  So 

there’s  a  good  level  of  control  there.” 

What's  more,  the  configuration 
choices  are  more  refined  and  well 
thought-out,  giving  users  a  few  good 

t  a 

choices  instead  of  myriad  options.  John 
found  that  configuration  rather  than 
customization  allows  H.B.  Fuller  to 
maintain  its  “lean  core.” 

I 

“I  believe  that  more  standardization 
leads  to  more  agility,”  John  says.  “SaaS 
allows  us  to  say,  This  is  good  enough 
...  for  what  we  need.’  So  you  don’t  end 
up  with  these  horrible  situations  where 

SaaS 


companies  use  SaaS  for  human  re- 

lions  that  include  sensitive  informa¬ 
tion  like  Social  Security  numbers  or 
home  addresses.  You  should  take 
these  four  steps  to  ensure  that  your 
data  stays  secure. 

prospective  SaaS  providers.  "In 
some  cases,  their  security  may  be 
better  than  your  own.  but  you  have 
to  make  sure  of  that."  says  H.B. 
Fuller  CIO  Steven  John.  “Oo  your 
due  diligence  and  make  sure  they 
have  the  highest  standards." 

"If  you're  a  government  entity 
that.requires  all  your  data  to  remain 
on-site.  SaaS  can't  help  you  there 


-  or  if  your  data  has  to  stay  in  coun¬ 
try."  says  Ray  Wang,  an  analyst  at 
Forrester  Research. 

If  a  SaaS  pro¬ 
vider  has  a  security  breach,  it  can  be 
sunk  as  a  business,  so  SaaS  vendors 
tend  to  be  highly  motivated  to  make 
sure  data  is  secure.  "But  again.  I 
would  never  take  that  at  face  value, 
so  you  have  to  do  the  audit,”  says 
Jennifer  Roberts,  a  supply  systems 
manager  at  Sonoco  Products. 

If  the  business 
unit  is  leading  the  implementation, 
ask  for  the  vendor's  security  proto¬ 
cols  ahead  of  time  and  bring  in  IT, 
Roberts  says.  Then  write  security 
protocols  into  the  contract.  "It 
should  be  a  joint  decision  between 
IT  and  business,"  she  says. 

-  STACY  COLLETT 


decisions  because  there  are  overall  IT 
architectures  and  blueprints  to  consid¬ 
er.”  It  becomes  very  costly  when  appli¬ 
cations  don't  integrate  or  interoperate 
well  with  one  another. 

“It's  good  to  at  least  have  some  pa¬ 
rameters  and  policies  in  place  so  that 
people  understand  what  type  of  apps 
will  work  better  within  the  environ- 


MITIOATINO  OTHER 
CONTROL  RISKS 

One  of  the  problems  with  SaaS  is  that 
if  your  vendor  wen 
everything  would  < 


our  perspective,  we  don't  miss  it  at  all.' 

Sonoco  Products  Co.,  an  industrial 
and  consumer  packaging  provider  witl 
$4  billion  in  sales,  manages  relation¬ 
ships  with  about  18,000  suppliers.  “We 
really  didn’t  want  to  bring  them  all 
into  our  network,"  explains  Jennifer 


When  it  comes  to  managing  SaaS, 
neither  the  IT  department  nor  the 
business  unit  using  the  software 
should  be  eager  to  relinquish  control. 


!  things  integrate  well,  and  basically  [the 
!  IT  staff]  will  spend  a  lot  of  time  provi- 
|  sioning  services  and  implementing,  in- 
;  tegrating,  doing  installs.  That's  where 
j  we  envision  the  market  in  2020.”  ■ 

!  Collett  is  a  Computerworld  contributing 
i  writer.  Contact  her  at  stcollett@aol.com. 


f  IWi  don’t  physically  have  control  of  any  hardware,  but  upgrades  and 
■  it  infrastructure  are  taken  care  of  for  us.  It’s  on  a  more  stable,  more  current 
platform  -  probably  better  than  anything  we  would  be  maintaining  ourselves. 


EL  SENSKE,  PRESIOENT  ANO  CEO.  PEARSON  PACKAGING  SYSTEMS 


ITS  JOB  IS  TO 

HELP  MAKE  YOURS 
MORE  PRODUCTIVE. 

(gp 

Xeon 

inside  1 

Powerful.  1 
Efficient.  1 

|  IBM  System  x3350  Express 
$1,849 

btop  doing  those  routine  tasks  that  tie  you  up  for  hours. 

IBM  System  x3350  Express  monitors  your  infrastructure 
from  a  single  point  of  control.  Proactively  identifies 
potential  problems.  And  helps  you  solve  them  quickly.  pn:  4193E2U 

Let  System  x  servers  take  on  more  routine  tasks,  so  you  Featuring  Intel* 
can  take  on  more  challenges.  L2QC.  2x2  gb, 

_  ,  Predictive  Failun 

From  the  people  and  Business  Partners  of  IBM.  swappable  powe 

It’s  innovation  made  easy.  3-year,  next  busi 


IBM  Express  “Bundle  and  Save” 

=  =  =^=  express 

We  bundle  our  Express  systems  to  give  you  the  accessories  you 

==-=t=  advantage 

Act  now.  Available  through  ibm.com  and  IBM  Business  Partners. 

ibm.com/systems/simplifyit 

1  866-872-3902  (mention  6N8AFH4A) 

SaaS 


W  ith  creative,  customized 
applications,  these 
entrepreneurial  users 
are  building  their  own 
SaaS  systems. 


build  applications  and  add  them  to  vari¬ 
ous  PaaS  ecosystems,  where  they  can 
be  licensed  by  other  Web-based  users. 

HIDDEN  MARKET 

“We  were  initially  thinking  of  our  cus¬ 
tomers  as  companies  that  are  already 
software  vendors  who  want  to  offer 
SaaS,"  says  Bryan  Doerr,  chief  technol¬ 
ogy  officer  at  PaaS  start-up  Sawis  Inc. 
“But  there’s  no  reason  that  it  has  to  be  a 
previous  software  vendor."  User  com¬ 
panies  are  also  welcome.  In  fact,  Sav- 
vis  has  created  a  Web-based  sandbox 
“where  any  customer  can  drop  their 
software  and  see  if  it  could  be  virtual¬ 
ized,  and  test  whether  or  not  to  proceed 


!  all  companies,  especially  in  this  brutal 
j  economy.  That’s  one  reason  why  early 
;  adopters  and  analysts  alike  predict 
that  the  PaaS  market  will  become  large 
very  quickly. 

“I  think  you’re  going  to  see  more  peo¬ 
ple  move  to  this  platform,"  says  Author 
Solutions’  Weiss.  “Right  now,  it’s  a  sweet 
spot  for  companies  my  size  —  in  the 
$100  million  range  —  but  I  don't  see  any 
reason  why  a  large  enterprise  wouldn't 
think  about  putting  pieces  of  their  ap¬ 
plication  portfolio  on  a  PaaS  exchange, 
especially  applications  you  want  to  put 
up  real  fast  and  test  out."  Bottom  line,  he 
says:  “I  don’t  see  this  as  a  pure  small  and 
medium-sized  business  play."  ■ 


ibm.com/systems/simplifyit 
1 666-872-3902  •,  .  „ 


OPINION 


Jeffrey  M.  Kaplan 
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Five  Myths 
About  SaaS 


DESPITE  A  growing  track  record  of  success,  soft¬ 
ware  as  a  service  is  still  misunderstood  by  a 
surprising  number  of  IT  and  business  decision¬ 
makers.  It’s  time  to  put  to  rest  some  misconcep¬ 
tions  about  SaaS.  Let’s  bust  the  five  most  common  myths. 


at  the  numbers,  and  you'll 
see  that  SaaS  is  becoming 
a  mainstream  movement 
My  firm.  Thin! 


respondents  in  2' 
63%  in  2008. 

Equally  import 
90%  of  the  survey 
dents  who  were  u 


a  look  and  function  as  much  as  the 


overall  assortment  of  soft¬ 
ware  available  today. 

Although  all  SaaS,  by 
definition,  is  available  via 


bscnption  and  is  de¬ 


decision-makers  I  talk 
with  are  recognizing  that  ; 
high  level  of  customizatior 


;ystem  and  Workday’s  hu- 
nan  capital  management 
;ystem,  respectively. 


though  service  disruptions 
experienced  by  Google  or 
Salesforce.com  get  plenty 
of  attention,  those  types  of 
incidents  don’t  happen  very 
often,  and  they  don’t  last 


been  a  major  compromise 
of  a  SaaS  operation  report- 

to  read  regular  accounts  of 
security  breaches  in  tradi¬ 
tional  IT  environments. 

Myth  No.  5:  IT  professionals 
are  uniformly  opposed  to 
SaaS.  While  some  might 
worry  that  SaaS  is  too 


Your  IT  challenges 

come  in  all  sizes. 
So  do  our  solutions. 


■  ASK  AN  IT  LEADER 

MarkO’Gara 

The  vice  president  of 
,  infrastructure  management 
at  Highmark  Inc.  discusses 

dealing  with  the  boss  and  users,  and 
the  best  sectors  in  this  economy. 


I've  been  in  a  new  job  for 
about  five  months.  When  I 
arrived,  I  mentioned  some 
things  to  my  boss's  boss 
that  I  had  noticed  could 
be  done  better,  making  us 
more  efficient  or  saving 
us  money.  He  was  thrilled. 
Since  then,  though,  I’ve  had 
the  feeling  that  my  boss  is 
freezing  me  out,  giving  me 
routine  and  boring  assign¬ 
ments.  I  think  he  figures  I 
made  him  look  bad.  I  realize 


things  differently,  but  that 
doesn’t  help  me  now.  How 
can  I  make  amends  and  set 
things  right?  Transitioning  into 
a  new  organization  is  never  easy. 
What  appear  to  be  quick  and  easy 
fixes  to  long-standing  problems 
are  usually  much  more  — 
difficult  to  resolve  than 
you  realize.  Sit  down 
with  your  boss  and 


If  you  have  a  question 

have  a  frank  discussion  X!i*222irTd 
on  your  comments  to 
his  boss.  Chances  .  raiumeachmonlh 
are  that  the  problems 


change,  or  should  I  give  up 
my  hopes  of  advancing  and 
just  hide  out  in  my  cubicle 
slamming  out  code?  If  I  were 
to  rephrase  your  question,  I  might 
ask  it  like  this:  Do  I  need  to  interact 
with  my  customers  to  understand 
their  needs  and  so  advance  my 
career  in  IT? 

To  me.  advancing  your  career 
means  that  you  do  your  job  well 
and  help  solve  problems.  For  the 
IT  organization  to  be  success¬ 
ful.  everyone  needs  to  play  their 
position  and  support  the  business 
needs  of  the  company.  If  you  are 
a  programmer,  you  do  not  need 
to  interact  directly  with  end  users 
to  advance  your  career.  However, 
there  needs  to  be  a  function  within 
IT  that  has  a  direct  interface  to  the 
customer,  depending  on  the  size 
and  maturity  of  the 
'  organization.  You  can 
advance  your  career 
by  helping  your  peers 
do  new  things,  volun¬ 
teering  to  help  solve 
problems,  learning 
new  technologies. 


organization.  Next,  I  would  clarify 
your  roles  and  responsibilities 
to  ensure  you  have  alignment 
with  your  boss.  Remember:  Your 
job  is  to  make  your  boss  look 
goodl 

I'm  always  reading  in  the 
trade  press  how  important  it 
is  for  IT  pros  to  understand 
users  and  their  needs.  I’d 
like  to  get  ahead,  so  I've 
tried  this,  but  I  just  get 
frustrated  over  how  clueless 
most  users  are.  I  can't  seem 
to  react  to  them  with  any¬ 
thing  but  irritation. 

OK,  it's  not  a  great  at¬ 
titude,  I  can  see  that.  Can  I 


mands  on  network  and  computing 
resources. 

Which  sectors  are  most 
likely  to  be  a  safe  harbor 
as  we  ride  out  the  financial 
crisis?  Health  care,  government 
and  energy  are  well  positioned. 
We  are  all  affected  by  the  econo¬ 
my,  and  the  only  variables  we  can 
really  control  are  our  performance 
and  our  outlook  when  we  show 
up  to  work  every  day.  We  are  all 
charged  with  managing  our  ca¬ 
reers.  and  that  requires  connect¬ 
ing  with  people.  Read  the  book 
Never  Eat  Alone,  by  Keith  Ferrazzi. 
and  build  a  network  that  you  can 
leverage  throughout  your  career. 
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I  FRANKLY  SPEAKING 


Frank  Hayes 

Disposal  Discipline 


WHAT  DO  WE  DO  about  all  these  PCs,  now 
that  their  users  have  been  laid  off?  That’s  the 
issue  Computerworld’s  Lucas  Mearian  looks  at 
this  week  (see  story,  page  12).  The  situation 
isn’t  pretty.  Many  companies  have  no  well-defined  process  for 
decommissioning  PCs,  and  those  that  do  still  aren’t  prepared 
to  deal  with  so  many  at  once. 


Software  is  easy:  You 
decide  how  many  li¬ 
censes  to  keep  and  dump 
the  rest.  But  with  hard¬ 
ware,  you  have  to  liter¬ 
ally  dump  what  you  don’t 
keep  —  hard  drives  full 
of  sensitive  data,  PCs  that 
have  to  be  taken  off  the 
books  —  all  as  cheaply  as 
possible. 

There’s  no  one-size-fits- 
all  way  to  handle  them. 

But  here  are  a  dozen  do's 
and  don’ts  for  dealing  with 
drives,  data  and  disposal: 

Do  make  a  PC  decom¬ 
missioning  checklist  — 
and  make  sure  every 
item  on  the  checklist  is 
completed  before  the 
PC  is  tagged  as  ready  for 
disposal. 

Do  decommission  each 
PC  before  it’s  removed 
from  the  ex-employee’s 
desk.  It  has  power,  and 
it’s  in  running  condition, 
so  run  software  to  thor¬ 


oughly  erase  the  hard 
disk  immediately,  using 
tools  such  as  Shred  or 
DBAN  booted  from  a  CD. 
That  way,  by  the  time 
you  start  hauling  away 
the  hardware,  you  know 
it’s  safe  to  dispose  of. 

Don't  remove  hard 
drives.  What  are  you 
going  to  do,  store  them? 
That’s  an  ongoing  cost 
with  no  productive  ben¬ 
efit  —  and  a  temptation 
for  some  bean  counter  to 
ship  a  closet  full  of  old 
drives  to  a  recycler  with¬ 
out  warning. 

Don't  decommission 
hard  drives  by  degauss¬ 
ing  them,  drilling  holes 
in  them,  smashing  them 
with  sledgehammers  or 

■  Do  make  sure 
you  run  your  PC 
disposal  plans  past 
your  CFO  s  people 
first.  They  nave  to 
write  this  hard¬ 
ware  off  somehow. 


blasting  away  at  them  on 
a  firing  range.  That’s  a 
waste  of  time,  often  inef¬ 
fective  and  frequently  dan¬ 
gerous.  Exception:  Physi¬ 
cally  demolishing  obsolete 
equipment  may  help  IT 
staffers  to  blow  off  steam. 
But  thoroughly  wipe  the 
hard  disk  first  anyway, 
and  then  use  safety  glass¬ 
es  and  protective  gear. 

Do  track  the  total  cost 
of  decommissioning  each 
PC.  It’s  part  of  the  cost  of 
laying  off  an  employee, 
and  that's  how  it  should 
be  handled  for  account¬ 
ing  purposes. 

Do  make  sure  you  run 
your  PC  disposal  plans 
past  your  CFO’s  people 
first.  They  have  to  write 
this  hardware  off  some¬ 
how.  Was  it  expensed? 
Capitalized?  Will  it  go  to  a 
recycler?  A  school  or  char¬ 
ity?  All  these  things  affect 
balance  sheets  and  taxes. 

Don't  send  decommis¬ 
sioned  PCs  off  to  recy¬ 
clers  if  you  can  avoid  it. 


That’s  a  cost  with  no  ben¬ 
efit.  But  if  you  do... 

Don’t  trust  recyclers  to 
wipe  hard  drives.  Do  it 
yourself. 

Do  send  decommis¬ 
sioned  PCs  off  to  schools 
and  charities.  That’s  a  tax 
benefit  for  your  company 
and  a  practical  benefit  for 
the  group  that  gets  it. 

Do  label  every  ready- 
to-dispose-of  PC  with 
the  name  of  the  IT  staffer 
who  decommissioned  it, 
its  asset  tag  numbers,  the 
time  and  the  date.  Also 
log  all  that  information 
separately  and  forward  it 
to  your  CFO. 

Do  keep  some  PCs  after 
they’ve  been  decommis¬ 
sioned.  You’ll  need  some 
for  parts  and  some  to  swap 
in  when  remaining  em¬ 
ployees  have  PC  problems. 
Decide  in  advance  the 
criteria  for  keeping  a  PC. 

Don't  keep  all  decom¬ 
missioned  PCs.  You’ll  end 
up  with  the  ongoing  cost 
of  storing  PCs  that  will 
rapidly  decline  in  value. 
In  the  end,  you’ll  have  to 
ship  them  off  anyway.  Ex¬ 
ception:  If  your  CFO  says 
to  keep  them  for  some  ar¬ 
cane  accounting  reason, 
do  what  the  CFO  says. 
He’s  the  one  who  would 
be  screaming  about  the 
storage  cost  anyway.  ■ 
Frank  Hayes  is  Computer- 
world’s  senior  news 
columnist.  Contact  him 
atfrank_hayes@ 
computerworid.com. 
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Questions  about 
mobile  email? 

Tracking 

shipments? 

What  that  green 
button  does? 


Verizon  Wireless  has  dedicated  Small  Business 
Specialists  on-site  in  every  store,  at  no  extra  charge. 

Our  experts  will: 

•  Help  you  choose  the  right  mobile  email  solutions. 

•  Show  you  how  to  use  business  technology  to  your  advantage. 

•  Have  you  up  and  running  before  you  leave  the  store. 


VCn7Qnwireless 


1,200,000  “ 

TRANSACTIONS  PER  MINUTE. 

DONE. 

Introducing  the  world's  fastest  x86-64  server.  The  IBM  System  x3950  M2  with  eX4  technology, 

Intel®  Xeon®  7400  series  processors  and  IBM  DB2®  has  set  a  new  performance  record.  IBM 
has  built  the  first  x86-64  system  to  break  the  one-million-transactions-per-minute  barrier: 

It’s  a  new  standard  in  performance  that  improves  efficiency  and  can  help  save  money  in 
transaction  and  database  processing.  Find  out  how  it  can  help  you  keep  pace  in  a  faster 
world  at  lbm.com/systems/fastest  STOP  TALKING  START  DOING" 


